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New C.A.R.E.B. President Jack Stevenson receives the gavel of office from Retiring President Roy Patterson. 
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It’s q 
| WHO 
you know 

that counts... 


WHEN IT COMES TO REAL ESTATE INFORMATION 
AND ADVICE IN WESTERN CANADA! 





Put your problems in the hands of Boultbee, Sweet who know 


Real Estate in Western Canada. Then you will rest assured that you have a depend- 


cocenetetummnency eens cere <cet ve TC GO NO 


able "on the spot’ correspondent to answer your enquiries and to give prompt 


service. 





The new Eastern Department of Boultbee, Sweet is geared to 
act as the Western office of reputable Eastern brokers and to keep them up to date 


on developments in this fast-moving area. 





As a large, experienced Real Estate House, dealing also in 
mortgages, investments, insurance and sub-divisions, Boultbee, Sweet are in an excel- 
lent position to provide the most accurate current information on all phases of the 


business. 


Why not get to know us, by writing soon? 


Eastern Department, Boultbee, Sweet 
& CO. LTD. 


555 HOWE STREET, VANCOUVER, B.C. 





PHONE: PAcific 7221 
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* “It is well for a man to respect his own vocation, whatever 

it is, and to think himself bound to uphold it and to claim 

* for it the respect it deserves.’’—Charles Dickens. 

At the lower levels of the real estate business a “vicious 

* immorality” is rampant that exploits tenants in slum dvweil- 
ings to make many hundreds of per cent profit, and puts 
nothing back into the property. Dr. Graham Cotter, lecturer 

* in English at University College, University of Toronto, 
made that statement late in August in a current issue of 
His Dominion, a quarterly published by the Cowley Fathers, 

* an Anglican order. 

“Is it true, then,” he asked, “that Christianity and busi- 

Z ness, as the skeptics have said for centuries, are really in- 
compatible?” 

Rea] estate men have a professional organization and a 

* sense of professional standards, and the term realtor may 
be used only by members who, by assuming membership, 
have voluntar ily accepted responsibility for these standards. 

« “On the other hand,” Dr. Cotter pointed out, “it is pos- 
sible to be a real estate broker without coming up to pro- 
fessional standards or belonging to the professional associa- 

* tion.”” He charged that one well-known Toronto firm is 
notorious for its “slick ability to discover loopholes in pro- 
fessional regulations”’ and thus offend the spirit, while keep- 

* ing within the letter, of the ethic. 

He cited a case, in the district of Toronto where he lives, 
where the slum owners have continuously and successfully 

* blocked any move to have improvements made, and vet are 
asking $12,000 for houses they bought at $1,000 20 years 

‘s ago. 

This story received wide publicity through a national 
news agency in Canada. That such accusations are still 

* made, and justified, is a source of sorrow to ethical realtors 
across the country. The fact that such instances still exist 
and are widely publicized brings home to us more than ever 

* this fact: that our task is just beginning—our task, first, of 
raising the ethical standards of our profession at large; and 
secondly of persuading the public that there is a large body 

* of the profession who are acutely aware of their responsi- 
bilities. 

. © * - + * * * * * * 
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13th Annual C.A.R.E.B. Conference Report 


Year of Consolidation, Growth 


And Achievement Reviewed 


impossible to review the 13th pretty well impossible.to improve on 

conference of the C.A.R.E.B. the reception given C.A.R.E.B. in 
thout indulging in superlatives. Halifax this year. 
sts—th alifax-Dar 

ts—the~ Halifax-Dartmouth There 


was a fine flavor of Nova 
deserve heartiest congratula- Scotian 


romance in all the social 

on the way all arrangements gatherings, and no one came away 

handled. Programming was ex- without a clear impression of the in- 

many constructive’ ideas dividuality that marks the Maritimes 

nut of the business meetings, an individuality which had its be- 

rtainly the event as a whole ginnings centuries ago when the first 

one more milestone in the settlers arrived. Certainly this factor 

th of our Association. lent color to our gathering, and pro- 

Overiding all individual events vided realtors from across the 

was the magnificent hospitality ex- country with a greater appreciation 
tended by the Maritimers to their of the diversity of our nation. 

visitors. No matter where futur A highlight of the conference was 

conventions are held or how lavish the cabaret-style floor show present- 

are their preparations, it will be ed Tuesday night at the Bluenose 


Pecme 
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REAL ESTATE BROKERS 


320 Bay St., Toronto EMpire 3-5086 


Frolic. This was MC'd by 
ner, oii n Halifax impressario, 
and swept the audience completely 
eet. The entertainers were 
nt amateurs, but certainly 
measured in every way up to pro- 
standards. The opportunity 
was seized to illustrate Nova Scotian 
ways and songs, and the show ended 
with a modernized hig 


off its f 
all stude 


fessional 


minating 
audience 


tan. Paper 


the tart 
the audi 


1 


in a march through 


by the entire cast, led by 
a piper dressed in Nova Scotian tar- 
Scots caps printed with 
an were passed out to 
ence, who wore them with 


pride the rest of the evening. 


was truly a memorable event for 


everyone. 


Purchases 
Lease Backs 
Realty Financing 


AGENTS AND LAWYERS 
CO-OPERATION INVITED 





Don War- 


hland fling cul- 


Monday evening the dinner was 
presented by the Government of 
Nova Scotia, and a noble repast it 
was. Guest speaker was Dr. Will R. 
Bird, who enchanted the audience 
without any visible effort with his 
descriptions and anecdotes of roman- 
tic Novia Scotia. Dr. Bird has a mar- 
_ yelous streak of whimsy, reminiscent 
fof the late Will Rogers--a quality 
which, combined with his many 
writings on his favorite subject, 
makes him one of the most unique 
personalities in the Maritimes. 


Kick-off Speaker Harvey 

Due to unfortunate difficulties con- 
cerning transportation, the scheduled 
kick-off speaker—Harrison L. Todd 


was unable to attend the con- 


he 
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gently for information instead. He is 
in a nervous frame of mind and 
wants someone to lean on. 


“A salesman is like a doctor who 
must listen to a patient’s precon- 
ceived idea of his malady; but he 
must be able to diagnose his require- 
ments correctly, and advise his pros- 
pect of the wisest course to be taken, 
commensurate with his cash and 
needs. 


“You don’t eliminate your suspects 

you qualify them, and make a 
selection of homes to show them, 
leaving the one vou decide to sell as 
the last to be shown. Observe your 
prospect’s reactions. You can't ob- 
serve and talk; shut up, but don’t 
dummy up. Avoid negative thinking 


j 
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President-elect Stevenson with some of his executive. Left to right: J. H. Roy, regional vice- 
president for Nova Scotia; Murray Bosley, national vice-president; Mr. Stevenson; Don Koyl, 
national vice-president; John Ritcey, regional vice-president for New Brunswick. 


ference. P. J. Harvey of Brantford 
instead presented his talk—‘‘The 
Suspect—The Prospect—The Sale” 
at the opening session on Monday 
morning. Certainly Mr. Harvey's 
forceful, down-to-earth exposition on 
the fundamentals of selling proved 
an inspiring commencement to the 
convention sessions. Following is a 
precis of his talk. 


“Don’t be an average salesman. He 
is the best of the poorest and the 
poorest of the best. 


“A real estate salesman is dealing 
in human relations. He must know 


-~ What makes people act as they do. 
. Before you can begin selling you 


must qualify your suspect and gain 
his confidence—only then does he 
become a prospect. Don’t frighten 
him by rough direct questions. Probe 
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or negative statements. Examples of 
these are: ‘A power mower would 
simplify the grass cutting on this big 
lot.’ .. . “‘There’s a school just across 
the highway.’ 

“Try to see the property through 
the prospect's eyes; everyone has his 
own standards. A salesman should 
never be apologetic; he should never 
run down any property. He should 
inform his_ prospect about the 
property in the simplest language 
but fullest detail. Work objectively 
on a plan or you risk wasting a lot of 
time. 

“Once a sale has been made, don't 
continue to talk till you've talked 
yourself out of a sale. Strive to 
recognize when the sale has been 
made, and stop pressing for a de- 
cision. In closing, ask questions which 
require a ‘yes’ answer to bring the 
prospect to the point of signing an 
offer, but don’t ask him to sign any- 
thing. Instead, ask him to complete 
the offer. 

“An aptitude test is of great value 
to the salesman and to his employer. 
The aptitude to negotiate is the 
greatest asset of a real estate sales- 
man.” 

Among the maxims Mr. Harvey 
outlined were the following: 

1) Never let a deal hang fire: get 
a cheque. 

2) Respect confidences and always 
be loyal to vendor and purchaser. 
You are the vendor's agent, but in- 
stinctively we work harder for the 
purchaser because the vendor is 
tied up while the purchaser is free. 
Remember, however, the vendor 
trusts you and pays you. 

3) Never let the purchaser and 
the vendor get together, or your 
deal will be wrecked through lack of 
trained negotiating—the salesman's 
forte. 


Cites C.A.R.E.B. 


Accomplishments During Year 


Out-going President Roy Patter- 
son presented his repcrt on the 
year’s activities following Mr. Har- 
vey’s address. . 


He noted that since its beginnings 
13 years ago, C.A.R.E.B. has grown 
into a strong organization composed 
of 52 Boards and 5,700 members. 


“Our main objectives during the 
year,” stated Mr. Patterson, “have 
been to consolidate two noted 
achievements which ‘took place in 


1955 under the leadership of Jack 
Weber, and which represented mile- 
stones in the history of our Associa- 
tion. These are the foundation of our 
Canadian Institute of Realtors and 
of our magazine, The Canadian Real- 
tor. At the same time we have im- 
plemented the resolutions adopted at 
the last convention, and have striven 
to maintain the progress and 
strength of the Association.” 


Mr. Patterson went on to outline 
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Patterson Examines Resolution re 


Federal Educational Grants a la NHA 


the accomplishments of the C.I.R. in 
its first year under the presidency 
of Jack Weber, and paid tribute to 
all members who took part in the 
formation of the courses which con- 
stitute the first real estate course of 
its kind in North America. 


Membership growth during the 
past year has been significant, show- 


to 5,750 at the present time. A 
further increase of about 650 mem- 
bers between now and the end of the 
year is anticipated. This increase has 
derived primarily from the enrol- 
ment of Associate members, i.e. sales- 
men of the Vancouver Real Estate 
Board, into our Canadian Asociation. 
“This is the third of our larger 
Boards to take this step,” said Mr. 
Patterson, “and I would urge that all 
Boards consider taking similar steps. 
It is my belief that all of those en- 
gaged in the real estate profession 
should be actively associated with 
our national organization as well as 
with our local Boards.” 


Financial Position Sound 
financial- position of the C.A.- 
is sound, Mr. Patterson re- 
‘ spite of the fact that un- 
financial strains have been 
born by the organization during the 
year. Among these were the change 
the fiscal year from the end of 
August to the end of December, and 
the expenses of inaugurating The 
Canadian Realtor in its present for- 
mat. 


y121991] 
usual 


The tremendous progress of co-op 
selling through member Boards was 
noted by the president. He pointed 


to the fact that approximately a 


quarter of a billion dollars worth of . 


real estate will be sold through co- 
op this year. 


Mr. Patterson brought to the at- 
tion of the meeting that one of 
their resolutions to be presented at 
the next day’s meeting would con- 
cern the possibility of the Associa- 
tion establishing a scholarship fund 
of $2,500. He urged the meeting to 
support this resolution as one more 
evidence of their awareness of the 
needs of education, and the necessity 
of bringing studious men and women 
into the real estate profession. 


ten 


The value of the mid-term con- 


ferences held between western and 
eastern executives of C.A.R.E.B. was 
outlined by Mr. Patterson. The con- 
ferences enable us to discover and 
discuss <:Miculties early enough to 
solve them, and are of tremendous 
value in plotting the progress of the 
Association and in decisively activa- 
ting the program for the year. 


P. R. Campaign Underway 

With reference to the implementa- 
tion of a concentrated public rela- 
tions campaign, as resolved at the 
annual convention last year, Mr. Pat- 
terson reported that progress had 
been made in this field already. For 
example, our national survey of real 
estate market conditions, compiled 
from questionnaires completed by 
our member Boards, has for the past 
few years been published in the 
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members and prosperity in general 
business conditions. He emphasized 
that the burgeoning of our economy 
and hence of our real estate business, 
bespeaks a great need for moderniza- 
tion and vitality in our real estate 
practices. More and more we are 
called on to specialize, and depart- 
mentalization in our member firms 
is becoming the rule rather than the 
exception. 


In reviewing the effects of home 
financing legislation upon our in- 
dustry, Mr. Patterson stated his be- 
lief that the present provisions of the 
NHA Act are quite adequate as to 
percentage of loan (80 to 90 per 
cent) and term of amortization (25 
to 30 years). Home improvement 
loans are also well taken care of by 
recent amendments to the Act, in 
his opinion. 


ote : 


A group of realtors who took part in the press conference early in the convention. Left to right: 
Abe Sheffman, Halifax; A. W. Farlinger, Toronto; P. A. Seagrove, Hamilton, | oy Patterson and 
David Keast, both of Montreal; George Ridout and Cliff Rogers, both of Toronto. 


newspapers. “It was felt that a 
broader and more comprehensive 
program should be undertaken, and 
I am pleased to report that your 
executive submitted a plan to your 
directors in session yetserday which 
was given their approval and which 
we intend to put into operation be- 
fore the end of this year.” 


Outlined Western Trip 


Mr. Patterson went on to outline 
his recent trip to western cities, 
where everywhere, he stated, could 
be seen enthusiasm on the part of 


“There is one field, however,” Mr. 
Patterson continued, “in which I 
suggest our government might aid 
a situation that deserves attention: 
recent reports indicate that, per 
capita, the U.S. is spending three 
times, and Russia four times, the 
amount Canada is spending on uni- 
versity education. In this country, it 
is my impression that many talented 
and deserving students are dis- 
couraged, for financial reasons, if 
not prevented, from completing their 
college education. I sugest that our 
government might well turn its at- 
tention to this fertile field for the 





or 
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benefit of the future of Canada by 
establishing an “educational mort- 
gage plan” whereby chartered banks 
would be permitted to advance to 
worthy students, in case of need, 
sufficient money for their college 
education. These loans would be in- 
sured by the federal government, 
just as NHA loans are at present. 
The factor of merit, from an aca- 
demic standpoint, would be deter- 
mined by our universities, who are 
well qualified and would be impar- 
tial in this regard. These loans would 
be repaid by equal instalments of 
principal and interest in five to 10 
years following graduation, depend- 
ing on the amount of the loan. For 


Canada is 


instance, a medical or advanced 
science student would take longer to 
retire the obligation than those stu- 
dents whose term of study is shorter. 


“It is my opinion that the future of 
our country depends upon every 
young man or woman of talent and 
ambition having access to the highest 
university education possible without 
limitation due to financial circum- 
stances.” 


Mr. Patterson concluded his ad- 
dress with an expression of sincere 
thanks to members of the executives 
across the country and all who con- 
tributed to the implementation of his 
tasks as president. 5 


Finest Piece of 


Real Estate in World — Dolan 


The patriarch of Canadian tourism 
was our guest speaker at the Mon- 
day luncheon---the dynamic D. Leo 


Dolan, director of the Canadian 
Government Travel Bureau. His 
topic was “Know Canada Better’, 


and he cited Canada as the finest 
piece of real estate in the world—an 
opinion in which everyone present 
certainly concurred 


In his travels abroad Mr. Dolan 
said he had achieved a great ap- 
preciation of Canada, the Canadian 
people and everything our country 
has to offer. He stated that two 
things came home to him parti- 
cularly: the respect accorded Canada 
and her citizens by other people in 
other nations; and the surge of pat- 
riotism which he experiences upon 
his return to Canada. 


He took a figurative trip across 
our country, emphasizing the color- 
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ful diversity of our nation and our 
people. Outraged at the suggestion 
that Canada lacks romance in its 
history, he pointed at us Canadian 
citizens as the most guilty parties in 
perpetuating this falsehood. We don't 
know enough about our own country, 
he asserted. More travel in our own 
country, greater acquaintance with 
our historical heritage would give us 
a greater Canadianism, a Canadian 
consciousness. We simply don’t have 
enough nationalistic feeling, he 
stated. We can often be accused of 
being provincial, but we are anything 
but nationalistic. 


U.S. Sets Example 

All this, of course, Mr. Dolan is 
much aware of in his capacity as our 
tourist director. He pointed to a 
single, but effective, illustration of 
how the U.S. takes pride in its great 
men, and makes sure visitors to their 
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country are aware of them. Though 
President Eisenhower has not yet 
completed his first term as President 
of the United States, in 
Kansas, his birthplace, there is 
already an Eisenhower museum. This 
museum draws many thousands of 
Visitors each year, all of whom go 
away with a clearer realization of 
American pride in its leaders . 


hyilan 
Abilene, 


Do we Canadians realize how for- 
tunate we are in our leaders? Mr. 
Dolan noted that on his return from 
abroad he is always impressed afresh 
with the high standard we enjoy in 
our public figures. As an illustration 
of the type of opportunity we Cana- 
dians miss, he pointed out that 
Joseph Howe, perhaps the 
illustrious Maritimer in Canadian 
history, has no } 


most 


museum to _ his 
memory. Few Canadians are aware 
that he was more than another name 
in their grade-school history books. 


National Pride Urged 

There is little doubt 
and tthe imaginative markings of 
historical sites play an enormous 
part in the growth of our tourist in- 
dustry. A little more national pride 
on the part of Canadians in their 
historic past, as well as their wealthy 
economic present arid future, would 
go a long wav. to establishing that 
elusive Canadian personality we all 
feel, but which is so seldom in evi- 
dence! 


that history 


In thanking Mr. Dolan for his talk, 
Grant Phinney of Hamilton noted 
that members of C.A.R.E.B. try to 
put into practice Mr. Dolan’s pre- 
cepts by holding their meetings and 
conventions in widely separated 
parts of the country, so that realtors 
may gain a greater appreciation, 
through their Association, of 
nationhood. 
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Part of the head table photographed at Monday's dinner, at which hosts were the Nova Scotia government. 
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Co-op Panel Main Feature — 


Discusses Regional Methods 


One of the main features of the 
conference was the co-op panel dis- 
cussion held Monday afternoon, un- 
der the chairmanship of Mr. Co-op— 
Phil Seagrove of Hamilton. Col. H. 
R. Fullerton of Vancouver, Jack Rich 
of Calgary, Russell Simonite of 
Winnipeg, Hubert McKeown of Otta- 
wa, Grant Phinney of Hamilton and 
Cliff Rogers of Toronto were mem- 
bers: each spoke for a few minutes 
on their respective Boards, co-op 
organization, its achievements and 

roblems. 


Co-op Given Credit For 
Vancouver Board's Growth 
Col. Fullerton gave co-op great 
credit for the progress made by the 
Vancouver Board in recent years, 
and pointed to the three milestones 
passed since the Board’s inception: 
the foundation of the Board, the 
of licensing legislation for 


tion of co-op. He admitted that 
co-op was not received wholehearted- 
- by the membership in Vancouver, 
yut that it has more than proved it- 
lf through practice. 


Jack Rich outlined five main ad- 
tages accruing to co-op mem- 
1) It makes possible a higher 
volume of business and hence a high- 
d more balanced income for its 


“participants. 2) There is less turn- 


over in personnel between firms, 
since once a salesman has worked 
With co-op it is unlikely that he will 
join a firm not participating. 3) Each 
salesman of a member firm has the 
same opportunity to do business, re- 
gardless of whether he works for a 
or small firm. 4) The income 

co-op brings its Board headquarters 
makes possible not only more presti- 
gious and permanent Board offices, 
but provides money for advertising, 
lic relations and education which 
benefit the profession as a 

A permanent staff can be 
hired by the Board; one of the ad- 
vantages of this is that there is 
then an impartial mediator available 
to settle difficulties and minor dis- 
between members. The per- 

and partisan attitude is 

‘nm out of many corporate Board 
activities. 5) As a by-product of the 


above, the increased income and the 
establishment of permanent Board 
headquarte> makes possible the for- 
mation of a reference library, open 
to all member firms and individuals 
regardless of the size of their organi- 
zation. 


Co-op Creative Force— 
Develops Responsibility 

Russell Simonite elaborated on the 
advantages of co-op to our clients— 
the buyers and sellers of real estate. 
Co-op is a creative force; it develops 
responsibility in those taking part. 
Its users, by becoming Board mem- 
bers, have voluntarily accepted a 
code of ethics and regulations. Un- 
der co-op members are given equal 
opportunities to do business. The 
need for cut-throat practice is re- 
moved, and hence co-op is a direct 
influence toward the elevation of our 
business methods: This cannot but 
reflect in more public confidence and 
a greater pride of profession on the 
part of all. 


Co-op is ‘Forward Look’ 

Hubert McEown spoke on _ the 
value of co-op to a Board organiza- 
tion. He cited the operation of a real 
estate Board without co-op as like 
a ship without a rudder. Photo co-op 
is the forward look in real estate 
merchandising--one more. evidence 
of the progressive business aware- 
ness of realtors. Many of the services 
which Boards offer their members 
would be impossible without the 
revenue brought in by co-op. 


Phinney Outlines Steps to 
Formation of Board Co-op 

Grant Phinney examined the pre- 
parations necessary before a Board 
can organize its co-op. 1) Board 
members must be sold on the advan- 
tages of co-op. 2) A committee 
should be formed to meet with an- 
other Board which has already estab- 
lished co-op. The readiness of Boards 
to help each other is a remarkable 
feature of C.A.R.E.B. All Boards en- 
counter much the same problems in 
establishing and operating co-op, and 
certainly most can be learned by be- 
ginners from those who have already 


progressed. 3) When the new co-op 
committee is sold on the idea and has 
in its mind a clear idea of the work- 
ings and value of co-op, they should 
invite a qualified speaker—probably 
from another Board—to a meeting of 
the whole Board. He will present the 
whole picture to the members, who 
then will make a decision concerning 
the institution of co-op in their organi- 
zation. 


It is most important that every 
member realize he is personally es- 
sential to the proper working of co- 
op in his Board. 


Co-op Main Implementer 
of Education Program 

Cliff Rogers discussed “What co-op 
does for the Toronto Board in par- 
ticular and organized real estate in 
general”. He viewed co-op as the 
main vehicle by which an educational 
system may be encouraged in a 
Board, and pointed out that only 
through the revenue derived from 
co-op could Toronto have instituted 
its present system of giving funda- 
mental educational courses to all 
new salesmen members, free of 
charge. 


Through co-op, also, membership 
drives are no longer necessary in the 
Toronto Board. Public favor has 
swung so markedly towards Board 
members, there is such an aware- 
ness on the part of non-members of 
the value of membership, that the 
Board finds itself always with a list 
of prospective members to examine, 
and is becoming more selective. This 
could only have been’ achieved 
through co-op, and the extensive ad- 
vertising it has made possible. 


Questions and Answers 

After the members of the co-op 
panel had presented their talks, 
there followed a brisk question and 
answer period. Questions were con- 
cerned not only with the contribu- 
tion co-op has to make towards 
general consolidation of a Board, 
but with the individual rules in force 
in various Boards to control member 
usage of the system. Calgary permits 
a broker, other than the lister, to 
take prospects to see co-op listings. 
provided the salesman has obtained 
permission from the listing broker, or 
the lister accompanies him, or he has 
at least made effort to reach the 
lister. This caused some comment 
among the audience. 


A question pertaining to high- 
priced listings in co-op caused Hubert 
McEown to state there is little that 
can be done to stop it; education is 
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the only answer. Col. Fullerton said 
that Vancouver had considered hiring 
appraisers whose sole job would be 
to re-appraise listings made on co-op. 
However, this scheme was seen to be 
too unwieldly, and instead the Board 
employs a field manager who visits 
members listing ‘too - high - priced 
properties, and through reasoning 
and persuasion attempts to make 
them more reasonable. 


Toronto has a $5 listing fee. It has 


also recently imposed a 45-day list- 
ing period which is found to be a 
great improvement over the former 
30-day period. Others present had or 
are planning to institute the same 
period. 


Ottawa has a rule that a salesman 
with less than six months experience 
must get his listing approved by his 
boss before he can put it on co-op, 
thus eliminating many -over-pricings 
arising through inexperience. 


Round-Tables Source of 


Much Fruitful Discussion 


r 


Tuesday and Wednesday mornings 
featured the round-table discussions 
on Listing, advertising, appraisal, in- 
dustrial and commercial selling, and 
residential selling. These were well 
attended and certainly constituted 
one of the most fundamentaly valu- 
able items on the conference pro- 
gram. 


The appraisal round table under 
R. A. Davis agreed that an appraisal 
fee shouid never be based on the 
value of the property, but rather on 
time and service expended by the 
appraiser. They also noted that the 
expropriation” is a legi- 

depreciation factor in pre- 
paring appraisals. 


“cioud of 


Mr. Davis outlined six methods of 
appraisal: 1) square foot cost, 2) 
quantity survey method—bill of par- 
cel of materials, 3) unit in place 
obtained from previous file, 
environmental comparison, 4) index 
cost method---by Becks Index, 35) 
assessMent ratio method—using pro- 
portion of past sales to assessment. 


method 


It was the concensus of the resi- 
dential round table that co-op solves 
most of the problems inherent in 


residential selling. 


Founded 1896 


REAL ESTATE 
RESIDENTIAL 
COMMERCIAL 
FARMS 
INSURANCE 
PROPERTY MANAGEMENT 
Roy Building - Halifax, Nova Scotia 


ROY LIMITED 


The advertising round table agreed 
that it is much more effective to ad- 
vertise a little every day, rather than 
to put all our eggs in one basket for 
a big advertising splash at weekends 
or set intervals. Repetition is the 
secret of effective advertising, and 
the company name or trademark 
must be in public view constantly if 
identification is to be achieved. 


Changeability of the vendor was 
one problem discussed at the in- 
dustrial selling round table. It was 
asserted by one member that options 
should be registered without delay; 
this is the only safe procedure in 
any case, and is particularly im- 
portant if one suspects the vendor 
of vacillation. In this round table it 
was also suggested that a large com- 
pany would do well to employ a tax 
expert to keep track of complicated 
financial arrangements and tax con- 
siderations which arise in large real 
estate transactions. It was also sug- 
gested that Boards could consider 
this as a possible service to its mem- 
bers, the accountant or tax expert 
being located at Board headquarters, 
and at the service of members. 


Mann Speaks on Atlantic 
Provinces Economic Council 
Guest speaker on Tuesday morning 
was O. N. Mann, executive manager 
of the Atlantic Provinces Economic 
Council. In his talk Mr. Mann out- 
lined the aims and structure of the 
Council as a body set up to examine 
and, if possible, cure some of ‘the ills 
which plague the Maritime economy. 


Louis J. Glickman Describes 


Sale-Leaseback in Action 


Louis J. Glickman was featured 
speaker at Tuesday’s luncheon. This 
event was much looked forward to by 
everyone and needless to say al) 
realtors hung on the words of this, 
one of the biggest figures in North 
American real estate. 


A maxim Mr. Glickman said he re- 
ceived from his father was probably 
the keynote of his whole talk: “Any 
damn fool can do business with 
money; you do it without.” He out- 
lined in detail some of the enormous- 
lv complicated transactions he has 
been involved in, explaining how 
financing and tax conditions caused 
him to operate in the way he did. 
Though all of these examples were 
in the very big money, certainly the 
principles under which he operates 
are applicable by everyone involved 
in realty; it’s all a matter of degree. 
Following is a summary of his ad- 
dress. 

“In common with all well-informed 
citizens on the United States side of 
the border, I am deeply impressed 
by all that is going on in your 


country. Down our way we are so 
very busy with our own business that 
sometimes we do not take the leisure 
to turn our heads and see what is 
happening next door. But the 
tremendous expansion in your coun- 
try is so great that no one can miss it. 


“I am so impressed, as are my 
associates, in what is going on that 
we have made investments in real 
estate in Toronto, and we look for- 
ward to making more investments, 
not only there, but in other Canadian 
cities. It is thrilling to be here and 
feel the enthusiasm that all of you 
have for building up your country. 


“You want to know from me what 
I look for in an investment? I can 
tell you that a few months ago we 
started a new publication in my 
office, called The Glickman Corpora- 
tion Real Estate Review. We started 
it as a public service to the industry. 
It caries no advertising. It carries 
more news about other real estate 
firms than it does about ourselves. 
We are really trying to place in 
your hands an accurate picture of 
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"The Suspect - The Prospect - The Sale" 


what is happening in real estate. I 
mention this because in the last two 
issues we have published, in com- 
plete detail, a questionnaire devised 
by my office, as a check list against 
which we mark off the condition of 
any piece of real estate in which we 
are seriously interested. So, when 
you ask me to tell you what Glick- 
man Corporation looks for in a real 
estate investment, I can tell you 
that we look with a fine-tooth comb. 


Location First Element 

“T need not tell you that the first 
element in any piece of real estate 
is its location. The best constructed 
property could be close to worthless 
if it were improperly located. So, as 
real estate men, the first considera- 
tion in your minds in considering an 
invesment, is the location of the 
offering. 


“If it is a location which we like, 
then the second question is whether 
the property on the site is suited to 
it. Very often it is not suited to the 
location, but if the property can be 
converted by a surgical operation, so 
to speak, into the proper usage, and 
the site be given its best economic 
usage, then we would consider it fur- 
ther. So, first we have location and 
next we have adequacy of improve- 
ment. 


Best Tenants — Lowest Rents 
“From here on varied considerations 
Come into play. As we all know, the 
very best tenants get the lowest 
rents, while the lowest rents by the 
very best tenants make the safest 
investments. No one makes an in- 
vestment without the opportunity of 
increment. So, the question of tenan- 
cy can be related to our investment 
only at the time the investment is 
being made. If, in our portfolio, we 
have at the moment an abundance of 
high-grade security, we are more in- 
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“Ways of Operating A Real! Estate Office” . 


clined to be a little more risky as to 
our investment. 


“In any event, the third considera- 
tion in our minds is growth poten- 
tial. Next comes available income 
from property, and that, of course, 
is part of the growth potential. 


“After these things have been 
weighed, consideration must be given 
to the amount of cash required for 
the investment: we then relate the 
return on the property as a whole to 
the return on the equity, and in the 
process of doing that we must con- 
sider the financing that can be 
accomplished under the credit con- 
ditions that exist at the time the in- 
vestment is being weighed. The mort- 
gagee feels about the investment as 
we do. The amount of the mortgage 
and its rate depend upon both the 
going rate at the time and judgment 
of the risk involved, and as I said 
before, tenancy and risk go hand in 
hand. 


Growth Potential Paramount 
“Since all locations are different 
and each property is different, each 
one presents a different problem, 
but if I were compelled to say which 
consideration is uppermost in my 
mind, I think I would put it upon 
growth potential after all other con- 
siderations have been gone into. 


“Of course, in my office we have 
made a great speciality of sale and 
leaseback deals. I find this one of the 
most fruitful fielcs for investment in 
these times. 


“I am always glad to talk on the 
subject of ‘sale-and-leaseback, not 
merely because it is a basic element 
of my business, but because the tech- 
nique lends itself to so many varia- 
tions ‘that it makes a subject of in- 
tense interest to real estate men 
whenever it comes up. Some statisti- 
cians say that in Glickman Corpora- 
tion we have used the technique in 


President's Address 


deals totalling more dollars of 
valuation than anyone else. Be that 
as it may, I can assert that we have 
used sale-and-lease-back to solve a 
greater variety of complex real 
estate 
method of which I have heard in a 
lifetime spent in the real estate busi- 
ness. 

“This occasion is one upon which 
I am glad to talk about sales-and- 
leaseback once again, principally be- 
cause I think it is a technique that 
could be of immense value right now 
to numberless business corporations 
in Canada as well as in the United 
States, especially manufacturers who 
are curtailing their plans for expan- 
sion and promotion because of the 
current tightening in the money 
market and the rise in interest rates 
in the country . 

“There is no question but that 
many businesses should expand and 
promote at this time, because the 
competitive situations in their own 
industries make it advisable for 
them to do so. A broad policy of 
credit stringency cannot be applied 
by any central bank in a discrimina- 
ting way. The bank must act, on the 
contrary, in the broadest possible 
way. The result is that these cor- 
porations are being unfortunately 
handicapped today. It is up to those 
who suffer from the policy because 
of their individual situations to find 
their own way out. 


Sale-Leaseback Frees Capital 
“Accordingly, I want to suggest the 
way out for many industrial corpora- 
tions, especially manufacturers, for 
new money at this time is to look in- 
to their own real estate portfolios. 
There they may find assets which can 
be turned quickly into cash without 
affecting their right to tenure in 
their own buildings. They may even 
find that by a change of real estate 
policy, in addition ‘to placing their 


problems than any other 
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hands on needed cash, they may also 
improve their earnings situation by 
proper application of the tax laws 
of Canada or the United States to 
their individual situations. All they 
may need to do is to sell the property 
and lease it back from the new 
owner, and to do so, of course, in a 
single transaction — a “sale-and- 
leaseback” transaction, 


“In my opinion there is no 
reason for a manufacturing corpor- 
ation to own the skyscraper in New 
York in which it may occupy space 
for headquarters office, or a regional 
office. It is no sin to pay rent when 
by doing so you free huge sums of 
money for new operations. There are 
investors who prefer, for reasons 
sound to them, to put their money 
into real estate, but that investor 
does not need to be a manufacturing 
company. 


S-L-B Not Always Feasible 


“Not every manufacturer could 
make a sale-and-leaseback deal on 
its real estate. Some _ industrial 
buildings are so constructed, or so 
located that saleability is too limited. 
I am talking of properties that have 
only one use, or very restricted or 

-cialized potentials. But there are 
1any properties that do have the 
element of convertibility to other 
uses Which makes them proper sub- 
jects for real estate investment, es- 
pecially where the present tenant is 
a sound corporation with the highest 
credit rating. 


“Naturally the interest rate on the 
mortgage end of financing in a sale- 
and-leaseback deal today is bound to 
retiect the rise in the interest rate 
generally. When the demand for 
money is greater than the ready sup- 
ply it affects all interest rates—on 
mortgages, on government bonds, on 
time loans and bond issues. But the 
sources of mortgage credit should 
have an ampler supply than the 
sources of commercial credit, since 
there are many institutions which 

t invest in suitable mortgages, 
if such are available, and these in- 
stitutions have a steady inflow of 
funds from savings, from premiums, 
and from amortization and interest 
on current mortgages. I do not imply 
hat mortgage money should be plen- 
tiful. But ingenious real estate men, 
accustomed to solving problems, will 
know where to lay their hands on it. 


“As far as equity money goes for 
such sale-and-leaseback transactions, 
I think that there is plenty of it 
available. In the judgment of many 
investors, especially those who have 
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accumulated wealth through their 
own savings and hard work, real 
estate is a perferred investment at 
any time, all other things being equal, 
and thousands of them are standing 
by with ready funds, waiting to in- 
vest in sound purchases.” 


Elliott on "Tight Money™ 

“Why is Money Tight?” was the 
topic discussed by G. Clarence Elliott, 
associate treasurer of the Great West 
Life Assurance Company, and well 
known meu.ver of C.A.R.E.B. and 
the Appraisal Institute. This sub- 
ject is of intense interest to business- 


men everywhere, and we have decided 
to reprint the entire text of his talk 
in the next issue of The Canadian 
Realtor. 


Johns‘ Talk Next Issue 

Wednesday morning Frank Johns 
of Calgary presented his talk on “I 
am Proud to be a Realtor”. This was 
a source of real inspiration to all his 
hearers; we have obtained Mr. Johns’ 
permission to reprint his speech in 
the next issue of The Realtor, siace 
his enthusiasm is something which 
all realtors should have the oppor- 
tunity of sharing. 


Rhodes Examines Effective Real Estate 


Office Management, Public Relations 


One of the most outstanding 
speeches of the entire convention was 
that of E. N. Rhodes, partner in the 
realty firm of Rhodes & Radcliff, Ot- 
tawa. His topic was “Ways of Oper- 
ating a Real Estate Office’, and cer- 
tainly the clarity and logic of his 
presentation made a great impres- 
sion on his audience. 


Mr. Rhodes admitted that there 
are “as many ways of operating a 
real estate office as there are of 
catching fish’. He then proceeded 
to outline the maxims which his firm 
adheres to in its operations. 


Personnel Are Cornerstone 

1) Personnel —they are the corner- 
stone of your organization, and their 
selection is of paramount importance. 
They should be regarded as capital 
investment. In his office four differ- 
ent people interview a candidate for 
employment, and they look for in- 
telligence, inborn curiosity and posi- 
tive attitude. If the four interviewers 
agree, the candidate takes the C.A.- 
R.E.B.-supplied aptitude test, at 
company expense. R & R don't fol- 
low the results of this test 100 per 
cent, but rather use it as a guide in 
selection. They always tell the can- 
didate the results of the test, feeling 
that it is as much in his interest as 
theirs that he know. R & R follow 
the idea that the candidate should 
be of prime consideration at this level 
of negotiation, over the company. 
Once employment is decided on, a 
final interview is held, with the 
candidate’s wife also present. R & R 
feel that a career in real estate is a 
team effort; the wife and family must 


be aware of the claims it makes on 
a man, and in agreement with them. 


Mr. Rhodes stated that his firm 
feels the new candidate is entitled 
to considerable training before he is 
expected to produce, and they give it 
to him. A period of one year is set 
as sufficient time to decide whether 
the man is suitable to the fiield, and 
is proving as good employee all 
round. 


The loss of only two salesmen and 
a total increase in sales staff of three 
to 15 in the past six years was offer- 
ed by Mr. Rhodes as an indication of 
the effectiveness of his firm’s person- 
nel policy. 


He continued to outline the em- 
ployee benefits offered at R & R. 
For the past five years all salesmen 
have had drawing accounts against 
their commissions. The usual em- 
ployee benefits of pension plan, in- 
surance and the like are offered. The 
firm pays all expenses and fees con- 
nected with employee membership 
in C.R.A.E.B. R & R are active mem- 
bers of the Ottawa Board, and con- 
sider attendance at conventions of 
practical value to themselves, as well 
as a moral obligation imposed by 
their membership. 


Broad Records Vital 

2) Statistical data—R & R place 
great stress on the value of statisti- 
cal data. Out of 38,250 properties in 
Ottawa, they have cardexed 20,000 
of them. Wherever information 
greater than the bare details is avail- 
able on a property, a separate file is 
opened for it. There are over 3,000 
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of these complete data files. These 
files are available to all salesmen, 
and their usefulness is proved by 
these facts: of all listings made in 
1953, 42 per cent of them expired. 
Selling price to listing price ratio 
was 94 per cent. In 1956 fewer than 
12 per cent of the listings expired, 
and selling to listing price ratio was 
over 99 per cent. Since the averages 
among C.A.R.E.B. members are 46 
per cent and 94 per cent respectively, 
R & R’s approach speaks for itself. 


Rhodes & Radcliff maintain an up- 
to-date library of scrapbooks for ad- 
vertising ideas. They feel this service 
is something they owe to their em- 
ployees. 


Proper accounting methods and 
records are essential, in Mr. Rhodes’ 
opinion. His firm employs a firm of 
chartered accountant consultants to 
maintain this aspect of their opera- 
tions. This firm keeps a man in the 
R & R office full time, and four or 
five days after the end of each month 
a complete statement is ready. Every- 
thing is broken down departmentally; 
to each department is 
direct expenses. Indirect expenses 
are shared on the basis of square 
feet of space occupied. 


charged its 


This detailed method of cost ac- 
counting enables the firm to analyze 
the results of special projects, and 
serves as a guide to future policy. 


Long Range PR Policy 

3) Service to the public—R & R 
are very particular about drawing up 
agreements. They feel ethical busi- 
ness practice is sound for practical 
reasons, apart from moral reasons. 
You can be a cynic and still be ethi- 
cal—because it pays. 


R & R do a great deal of institu- 
tional advertising, and keep informed 
on public affairs. They have recently 
started printing a small four-page 
quarterly folder which is destributed 
to the main hotels in the city, and 
to a wide variety of business firms 
and individuals in the Ottawa area, 
as a public relations measure. Copy 
relates to current items of interest 
concerning housing legislation and 
the like, some local news, and the 
odd witticism. 


A great deal of direct mail adver- 
tising is done, and the company has 
adopted a good insignia which is 
used as their trademark on all adver- 
tising. In response to a question from 
the floor, Mr. Rhodes stated that his 
firm has reduced its newspaper ad- 
vertising expenditure from a high of 
15 per cent of gross commissions— 
which was too high—to under six per 
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cent. He expressed a belief ii the 
slow drop of water method of adver- 
tising. His company spends the same 
amount of money each month on ad- 
vertising. 

Mr. Rhodes stressed his conviction 
that any firm needs a long-term 
policy of behavior to the public. Pro- 
jects to stimulate public acceptance 
must be part of a policy, not flash 
in the pan brainstorms. 


R & R have a generous commission 
policy. Their salesmen can be im- 
partial in offering properties to buyers, 
since they get half of the office’s com- 
mission regardless of whether the list- 
ing is exclusive or co-op. On exclu- 
sives the lister and salesman get equal 
shares of the commission. 


That highly trained people have a 
place in real estate selling is averred 
by Mr. Rhodes in pointing out that 
the company has two graduate psy- 
chologists on its staff, both of whom 
are extremely successful. 


In summing up, Mr. Rhodes asser- 
ted that we realtors are not sales- 
men—we are trained negotiators. No 
matter how you approach the sub- 
ject, there is only one way to build a 
solid, growing real estate business: 
“In each and every transaction, be 



























© Efficient Service 


Head Office 67 Richmond St. W. 


able to look the vendor 


and 
chaser in the eye and say--—you've 
had a fair deal.” 


pur- 


Rother on Community Planning 

Luncheon speaker on Wednesday 
was Vincent Rother, well-known 
Montreal town planner. With “Town 
Planning” as his topic, Mr. Rother 
elaborated on the crucial need for 
planning in Canadian cities before it 
is too late, and brought to hearers’ 
attention the part they, as realtors, 
must play in promoting town plan- 
ning. He described the activities of 
the Community Planning Association 
and the work it strives to do in mak- 
ing sure the errors of the past are 
not repeated in the present and 
future. 


New Officers 

Announcement of C.A.R.E.B. offi- 
cers for 1957 came at the final ban- 
quet Wednesday evening. Jack Ste- 
venson, Winnipeg, is president, Mur- ~ 
ray Bosley, Toronto, and Don Koyl, 
Saskatoon, are vice-presidents. Re- 
gional vice-presidents are Col. H. R. 
Fullerton, Vancouver, for B.C.; H. R. 
Kellough, Edmonton, for Alberta; 
Stanley Clear, Regina, for Saskat- 
chewan; Andrew Turpie, Winnipeg, 
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for Manitoba; P. J. Harvey, Brant- 
ford, for Ontario; J. F. Couillard, 
Quebec City, for Quebec; J. F. Rit- 
cey. Moncton, for New Brunswick, 
and J. H. Roy, Halifax, for Nova 
Scotia. 


Jack Stevenson President 
For 1957 

Our new president, Jack Steven- 
son, was born and educated in Win- 
nipeg. He began his career in 1924 
when he joined the Canadian Bank of 
Commerce. In 1927 he entered the real 
éstate business with the firm of 
Stevenson & Fields. A year later Mr. 
Stevenson and his father organized 





their present company~—S. S. Steven- 
son & Co. Ltd., of which he is now 
president. The firm has a total staff of 
10, and specializes in high class resi- 
dential selling. 


Mr. Stevenson joined the Winnipeg 
Board in 1940, and was its president 
in 1949 and 1950. He was president 
of the Manitoba Real Estate Associ- 
ation in 1953, regional vice-president 
of C.A.R.E.B. in 1953 and 1954, and 
vice-president of C.A.R.E.B. in 1955 
and 1956. 


Following are the resolutions pre- 
sented to the C.A.R.E.B. at the an- 
nual meeting. 





Resolution +1: "Educational 

Mortgages” 

WHEREAS Canada’s’ university 
enrollment falls far below that of 
neighboring countries, being 4.9 per 
1.000 population compared with 19.6 
for Russia and 15 for United States, 
and 


WHEREAS it is in the national in- 
terest that this condition be cor- 
rected as speedily as circumstances 
permit, and 


WHEREAS one of the principal 
means of doing so is by bridging the 
financial gap between what ambitious 
and talented students can afford and 
what a university education costs, 


WHEREAS sufficient private funds 
are not available for this purpose, 


THEREFORE BE IT RESOLVED, 
that this Association petition the 
federal government to establish a 
system of insured loans for students 
desiring and capable of qualifying 
for university education, these loans 
to be repaid during the years follow- 
ing graduation, and 


) 






FURTHER, that the total value of 
these issued loans be limited initially 
to $50,000,000, and that they be ad- 
ministered in much the same fashion 
as are insured loans made under the 
National Housing Act, the entire 
program to be carried out in co-oper- 
ation with the chartered banks and 
other lending institutions, and with 
the assistance and support of the uni- 
versities. 
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Resolutions Deal with Education, 


Wider NHA, Taxation Committee 


Resolution +2: Scholarship Fund 


WHEREAS there exists a need for 
annual scholarships in the educational 
field, 


THEREFORE BE IT RESOLVED 
that this Association establish a 
scholarship fund of $2,500, and 


FURTHER, that the Board of Di- 
rectors appoint a Scholarship Com- 
mittee to make recommendations as 
to how this fund can be allocated 
properly. 

° 


Resolution +3: Establishment of 
Reserve 
WHEREAS adequate reserve fin- 
ancing is essential for future organi- 
zational operations, 


THEREFORE BE IT RESOLVED 
that this Association instruct the 
Board of Directors to endeavour to 
obtain and maintain a surplus equi- 
valent to the expenditures for one 
year. 


Resolution +4: Financing of Older 
Houses 


WHEREAS the high cost of secon- 
dary mortgage financing generally 
required on older houses works con- 
siderable hardship on many families, 
particularly large families, and 


WHEREAS not only is serviced 
land for constructing new houses for 
sale on liberal mortgage terms diffi- 
cult to obtain, but the cost of ser- 
vicing raw land is so high that many 
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How her plans for “electrical hung” 


f- . 4 

| can help YOU make a sale | 

~<a 

| A new home and new electrical appliances just naturally go ... the clincher. \ nae 
together in a woman’s mind. When you can point out to her that selis oe r | 

| that you've provided “Red Seal” Standard of Wiring... °US°S £079! rere ta 
enough electrical circuits to meet all appliance demands in the j \ 

| immediate future . . . you can bet she'll be more receptive. 


And the amazing thing about this important extra selling 

feature is this: ‘Red Seal” adequate wiring often costs you 

' as little as $50.00 more to install than ordinary outdated 
wiring, yet it gives you a definite edge over competition. 

Your local Electric Service League office will be glad to tell. 2 

you about the Adequate Wiring recommendations for your 

province. Why not see them soon? 






Choose the contractor 
who specifies “Red Seal” wiring 


aa Nas ; . 
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oe MANUFACTURERS OF ALL TYPES OF BUILDING WIRE 
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municipalities are unable to assume 
the burden of so doing, and 


WHEREAS in the present state of 
our economy it is desirable to do 
everything possible to guard against 
deterioration of present residential 
areas, and to encourage the utiliza- 
tion of older houses, thus combating 
inflationary tendencies by relieving 
the work load of new construction, 


THEREFORE BE IT RESOLVED 
that this Association petition the 
federal government, through its 
agency Central Mortgage & Housing 
Corporation, to make loans on favor- 
abie terms under the National Hous- 
ing Act availbale to purchasers of 
older houses. 


Resolution +5: Section 20, Income 
Tax Act. (Affecting all rental 
producing real estate improve- 
ments) 


WHEREAS under Section 20 of 
the Income Tax Act, if a building is 
sold for more than its cost (or more 
than its net book value at the begin- 
ning of the 1949 taxation period if 
then owned), the depreciation claim- 
ed during the years of ownership as 
a deduction for income tax purposes 
becomes, pursuant to a sale, income 
subject to tax in alternative ways, 
and 


WHEREAS many factors can 
effect the value.of real estate over 
a period of several years, including 
the changing value of money, the 
changing of land values, change in 
conditions surrounding the property, 
actual physical depreciation and use 
of real property, and 


WHEREAS much revenue produc- 
ing real estate is held as a revenue 
producing investment and is for var- 
ious reasons disposed of in order to 
change the form cf investment to 
bonds, stocks or other forms of in- 
vestment, and 


WHEREAS if real estate held for 
many years is disposed of, the afore- 
mentioned resultant tax on depreci- 
ation will create great hardship and 
place those who invest in real estate 
at an extreme disadvantage compared 
to those who invest in most other 
forms, 


THEREFORE BE IT RESOLVED 
that this Association petition the 
federal government to amend Sec- 
tion 20 to the end that in cases of 
sale of real estate the amounts that 
would become income subject to tax 
would not exceed the sum of depre- 
ciation allowed in respect of that 
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property in the seven taxation years 
immediately preceding the year of 
sale. 


Resolution +6: Taxation 

Committee 

WHEREAS, the Resolutions Com- 
mittee at this conference has received 
representations from numerous sour- 
ces urging that attention be paid to 
a variety of federal .tax problems, 
including the one referred to in Re- 
solution #5, and 


WHEREAS the matters to be dealt 
with require more study and con- 
sideration than it is possible to give 
them in the limited time at the dis- 
posal of the Resolutions Committee. 


THEREFORE BE IT RESOLVED 
that this Association instruct the 
Board of Directors to appoint a 
Standing Committee on Taxation to 
consider the representatives submit- 
ted to the Resolutions Committee and 
to report on these at the next mid- 
term conference, and 


FURTHER, because it will be ne- 
cessary to obtain professional and 
expert advice on some of the issues 
involved and possibly incur other ex- 
penses, it is recommended that the 
Board of Directors ask the Standing 
Committee on Taxation to prepare 
a budget outlining its fiinancial re- 
quirements, for submission at the 
next mid-term conference. 


P. S. Bedford Elected Second 
President of C.I.R. 


The first annual meeting of the 
Canadian Institute of Realtors was 
held on October 4, in Halifax follow- 
ing the C.A.R.E.B. convention. Out- 
going President Jack Weber, Edmon- 
ton, reported on the progress in the 
Institute’s first year of activity. 


Results of the first year’s exami- 
nations have already been published 
in the Realtor, and it will be recalled 
that Miss D. Jane McLean, Ottawa, 
obtained highest marks. Mr. Weber in- 
vited Miss McLean to address the 
C.I.R. luncheon, to comment on the 
structure of the course of study and 
examinations in the eyes of herself and 
her fellow students. Her suggestions 
were specific and practical, and many 
of them will no doubt be put into 
practice for forthcoming semesters. 


Main speaker at the luncheon was 
Graham Allen, director of university 
liaison (public relations) for Dalhousie 
University. Mr. Allen outlined the 
history of the correspondence course 
idea in North America, noting that 
it had its origin in Germany in the 
last century. He commended the 
C.A.R.E.B.’s_ resolution concerning 
student loans, and emphasized that 
education is literally a matter of life 
and death. 


He went on to stress that the main 
job of our universities should be to 
provide a liberal education; it is not 
enough to specialize. More than ever 
today, we all need an understanding 
of the issues which affect our lives; 
we must be well-informed if we are 
to exercise our vote wisely. Busi- 


Philip S. Bedford 
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ness and industry are more and more 
recognizing the value of a general 
arts education in their current seek- 
ing out of graduates. ‘Human ex- 
perience is becoming more and more 
a race between education and catas- 
trophe.” 


Charles Purnell, one of the found- 
ers of C.A.R.E.B., received particular 
tribute at the C.I.R. luncheon, and 
was made honorary president. In ac- 
cepting the honor, Mr. Purnell said 
his greatest joy is that there is no 
member of C.A.R.E.B. whom he can- 
not call friend. 


At the annual meeting, Philip S. 
Bedford, Toronto, was elected presi- 
dent for 1957 of the Canadian Insti- 
tute of Realtors. P. J. Harvey of 
3rantford is vice-president. Others 
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elected to the governing council are 
Murray Bosley, Toronto, Russell Ker, 
Victoria, P. A. Seagrove, Hamilton, 
and Andrew Turpie, Winnipeg. These 
were all elected for a_ three-year 
term. John F. Ritcey, Moncton, was 
elected for a two-year term. 


Among resolutions taken by the 


#~ C.LR. meeting was that the govern- 
\ J ing council should appoint a_ sub- 
Ne 


committee to investigate preparation 
of a Canadian appraisal manual, to 
be officially sponsored. 


P. S. Bedford, the new president 
of the C.I.R., is manager of real 
estate for Toronto General Trusts 
Corporation, with 20 years of exper- 
ience in the real estate field. He has 
served on various committees of the 
Toronto Board, and is a past presi- 
dent of the Toronto branch of the 
Society of Residential Appraisers. He 
is an engineering graduate of the 
University of Toronto. 


Tankoos-Yarmon Makes 
Regina Office 
Building Purchase 


A large U.S. investment group 
operating in Canada nave made their 
first purchase in Saskatchewan. 
Elliot N. Yarmon, president of Tan- 
koos Yarmon Ltd., Toronto realty in- 
vestment firm, has anounced the 
acquisition of the new California 
Standard Ccempany office building in 
Regina, by American Investment 
Properties Limited. 


Valued at $200,000, the building 
had been acquired from DePape and 
Bell Ltd., and is leased on a long- 
term basis to the California Standard 
Company, a subsidiary of Standard 
Oil Company of California. 


The purchasers, represented in 
Canada by Tankoos Yarmon Ltd., 
have large holdings in Canadian real 
estate, chiefly in Montreal, Toronto, 
Ottawa, Hamilton and Calgary. T-Y 
Ltd. has placed more than $20 
million of U.S. Capital in Canadian 
income-producing real estate. 


“Saskatchewan, and _ particularly 
Regina, have been overlooked by 
many investors in the past,’” says Mr. 
Yarmon. “It is my feeling, however, 
that opportunities in this area for 
long-term capital growth in real 


~, eState rival those presented in other 
‘ Canadian provinces and capital cities. 


“At least a dozen new office build- 
ings as large, and some much larger 
than the California Standard proper- 
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ty, will go up in the Regina area 
during the next 10 years, as the city 
becomes increasingly important ‘to 
the petroleum and petro-chemical in- 
dustry.” 

He goes on to say that many 
easterners have long regarded Sas- 
katchewan merely as the _ bread 


basket of Canada, “but now more 
people are coming to the realization 
that this province has also a promi- 
nent role to play in the oil industry, 
and alert investors should take ad- 
vantage of the opportunities for 
growth which are inherent in Saskat- 
chewan today.” 


Toronto Firm Ventures 
In Sale of Co-op Apartments 


Toronto’s first successful venture in 
the building and sale of co-operative 
apartments is the buildings owned 
and built by Neptune Apartments 
Ltd., on Neptune Drive, just west of 
Bathurst Street in North York Town- 
ship. 


In just seven months the four block 
$1,000,000 project has been practically 
completed. Already the Sales Agents, 
Shorthill & Hodgkins, have accepted 
30 of the 40 or more offers of purchase 
for apartments in the development. In 
a three week period $300,000 worth of 
apartments were sold for an average 
of $100.000 per week. Totals would 
have been higher had all the offers of 
purchase been accepted. 


Shorthill & Hodgkins will promote 
similar co-operative developments in 
Toronto’s eastern area, the western 
section, the central district, a second 
one in the northern area and a more 
luxurious one in Rosedale. 


The four blocks in the present co- 
operative apartment group each con- 
tain 21 suites for a total of 84 suites. 
There are one, two and three bedroom 
suites. Only two apartments in each 
building can be sold for cash. 


Apartments are priced for purchase 
at from $11,000 to $16,000. Minimum 
down payment on a one bedroom suite 
is $2,000, that on a two bedroom 
apartment is $2,500 and the minimum 
down payment on a three bedroom 
suite is $3,000. In the instances where 
the apartment has been paid for 
in cash the monthly n..intenance 
charges are $28.60 and $38.60. Pur- 
‘chase prices include the suites, elec- 
tric refrigerator, electric stove, all 
electrical fixtures, broadloom carpet- 
ing and bamboo drapes and, in addi- 
tion, 1/21 part of all communal parts 
of the building as well as the heating 
system and land. 


“The upkeep of a _ co-operative 
apartment, when fully paid up, is ap- 


proximately one-third that of a house 
—without the responsibilities’, says 
Douglas MacKenzie in charge of sales. 
“It is less than 25 per cent of the cos 
of renting an equivalent suite. If 50 
per cent cash is paid the cost is about 
40 per cent less than renting. With the 
minimum down payment, the cost of 
a co-operative apartment in the Nep- 
tune Apartments is approximately 
two-thirds that of renting an equiva- 
lent apartment.” 


os 


“We have a waiting list for co- 
operative apartments in the proposed 
blocks in our other areas,” said Mr. 
MacKenzie. “This is amazing in view 
of the fact that the projects are onl) 
in a very formative state of planni 
Toronto is completely ready for co- 
operative apartment housing,” he 
stressed. “Consider the fact that in 
1955 ‘the newcomers to Toronto 
totalled 132,000 people and there was 
accommodation for only half that 
number. Many wanted apartments, 
but rents are high. 








“Then there is the question of rents 
combined with the construction of 
apartment blocks for rental purposes. 
Rents cannot go too much higher un- 
less wages are increased. On the other 
hand rents cannot be lowered because 
the cost of materials is 12 per cent 
higher now than in 1955.” 


“Most builders construct apart- 
ment blocks for resale, but because of 
th's rental situation they cannot 
secure a profit and many are hesitant 
to construct further apartments for 
rental purposes. Because of this situa- 
tion ‘the housing problem could be- 
come worse. Co-operative apartments 
could be the answer.” 


“Construction of co-operative apart- 
tedments and ‘their sale is two to three 
times more profitable for builders 
than the construction of rental apart- 
ments, if the building is properly loca- 
ted and constructed for sale as a Co- 
operative apartment. 
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Your Appraisal! Editor, J. |. Stewart, is a graduate 
of the University of Toronto and Osgoode Hall Law 
; He has also successfully completed the 
( mi. | Post Graduate Course in Town and Regional Plan- 
5 ning at the University of Toronto and is a graduate 
student in the Institute of Business Administration of 


School. 


the Schoo! of Graduate Studies, University of Tor- ~<— 
il a tn itn eid aiabaltee eth onto. Mr. Stewart is manager of the Appraisal and @ lane” 5 
Mortgage Department of Shortill & Hodgins Ltd., 
Toronto. a ~ ; 
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or What It’s Wort 


Valuation Reports — 


Farm Lands 


There are certain items which are vital to an appraisal 
if it is to carry weight and conviction to the parties in- 
terested. 


The first is a good drawing of the property involved: 
a clear picture so as to give the client, the loaning com- 
pany, the arbitrator and the Judge a basic conception of 
the property under consideration. 


A plain, carefully drawn-to-scale map at once con- 
vinces the interested parties that you have seen the 
property. “That’s what it looks like, ave: this is some- 
thing I can savvy.” How often have I heard that and 
similar remarks. A map is a bit of hard work, but your 
client feels favorably toward you when he is presented 
With it. Further, if you have opposing valuators it gives 
a foundation from which questions can be asked of the 
valuator. Are the buildings on the south west quarter or 
the south east quarter? What is the topography of the 
north west quarter? Flat with sloughs or is there a sharp 
knoll? Where did you find the sandy-gravelly land? Each 
one of these questions have completely shattered the evi- 
dence of men who otherwise were impregnable. A man of 
convincing demeanour says “I know every foot of it!” 
After some questioning such as above, the Judge says 
“There are a few feet vou have forgotten evidently. 
When did you iast drive past it?" In the heat of the argu- 
ment the appraiser sometimes has shown a distinct par- 
tiality, and his evidence is clapped in the garbage can, 
metaphorically speaking. 


Measuring and Testing Add to “Inner Conviction" 


Measuring the land with your car, a chain, or stepping 
it out here and there, testing the soil with the soil auger 
and setting down your findings at a spot marked on the 
map, all add to the inner conviction; and the thought 
slips into the minds of most that “this man knows what 
he is talking about’’. That element establishes you in the 
profession of appraisal. 


The map should be clear and trifling detail should be 
omitted. 


Next in importance is the soil. Here your soil auger or 
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M.A.I., A.A.C.I., 
S.R.A. 


Mr. Macdonald, our author this 
month, was born and educated in 
e. Banff, Scotland, and is holder of 
& the diploma of the Scottish Insti- 
. tute of Bankers. Employed by the 
Commercial Bank of Scotland and 
t the Canadian Bank of Commerce 
in both Toronto and Vancouver 
“ prior to the Great War, he has 
bE 8 had extensive experience in mort- 
! % gage work. He has been with the 
} Toronto General Trusts Corpora- 
f e tion for the past 25 years and is a 
weg member of the Appraisal Institute 
of Canada. 


Mr. Macdonald is the author of 
articles on finance and economics and is also a part-time writer of 
short stories dealing with prairie life. He is married and has two 
children and two grandchildren. Like most Scots, he is a Presbyterian 
and a golfer. (Ed. Note: What does a Presbyterian say when he dubs 
a shot?) 
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a pick and shovel is a “sina qua non’. By the time you 
have bored a hundred or so holes vou have got a hobby 
which intrigues you and draws you to find out more. Six 
or a dozen tests are enough for a section as a rule. A 
thousand holes carefully studied and the soil felt by your 
fingers, and you have an urge to test which cannot be 
denied. Your eves become new eyes for they have shown 
you new light and your fingers have a new feel. You know 
the rich, cloddy soil and the poor, barren soil and most of 
crades between. You know the rainfall over the years and 
at times vou differ from the available statistics for they 
cover a wide area. A bottle of hydrochloric acid will tell 
you a lot but close and prolonged observation is a 
necessary factor in all appraisal work. You can also study 
books to enlarge your knowledge and that also helps you 
to develop the eves and the sensitive fingers. 


Eyes, Fingers and Bocks Reveal New World 


I was showing a farmer's son the difference in various 
soils, as a preliminary to his becoming an appraiser, After 
some weeks he came to me one morning telling me he 
had gone north from Regina some 250 miles, over a road 
he had often travelled. He told me the trip had a new 
interest to him because he was spotting the different soils 
en route. “The country looks so different and so interest- 
ing’, he remarked. 


When you have been drawing the maps, boring holes 
in the soil, applying the chemical tests, feeling the soil 
texture and structure, you soon realize what an interest- 
ing world you have found. 


The books you have studied have confirmed and added 
to your knowledge and given you the correct words to 
express your findings. Be careful in the use of these new 
words, for you can be an English-speaking foreigner to 
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your clients if you like to parade your knowledge. Just 
stay with the simple words, so that honest folk can under- 
stand you. It is with them and from them that you earn 
your fees. 
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One appraisal I read a joint effort by a committee, had 
the words “the subject property” 11 times on one 8” x 11” 
page. The appraisal was of one property alone. 


Having examined the soil, and it has told so much, you 

“™ turn to the developed farm. The buildings should be 

_/ measured by a tape. A well-planned farm is a delight to 

the appraiser. All essential features are noted at once. 

The distance from markets and all the amenities are put 
down. 


Ss 


In Saskatchewan the appendix of Soil Survey, June 
12th, 1944, gives the soil classification, the textures, the 
} topographical classes, A., B., C., etcetera, stoney phases 
as per Table 26. You use the tables so that all can pin 
your report down definitely. Let these be your guide, and 
not expressions of your own. Other provinces have similar 
soil surveys which are authoritative. 

To return to your appraisal of the farm, it should bear 
a definite date or dates and your valuation is good for 
that day or days alone.. Improvements in prospect cannot 
be taken into your appraisal. You value a place as it is 
and when you have finished this you may mention these 
improvements as in prospect, or any gouging or soil 
erosion tendencies, which may lead to further depletion of 
the soil, but your appraisal gives only the condition as on 
the date of your report. 


| Many Imponderables in Soil Appraisal 

In farm appraisal there are many imponderable factors: 
you cannot be sure of rainfall, the sun’s influence, frosts, 
and so on. But in spite of these the farmers have made 
money, and the country has been improved. The country 
‘Ss neither the Sahara Desert nor a Garden of Eden. So 
from all the elements you decide how productive the soil 
has been and there is no danger of this condition sudden- 
ly changing. 


i A farm is leased on a third-share basis. One third for 
| the landlord, one third for expenses and one third for the 
tenant. This is almost the universal rule or custom. 


The one third the landlord gets is gross income. From 
the gross income the landlord deducts the following: 


Taxes (Municipal). 

Repairs (the landlord supplying the material and the 
tenant the labor on a three or five year basis). 

Insurance on buildings. 

Depreciation. 

Collection and Management fee (from five to 10 per 
cent, depending on services rendered by super- 
visor). 

Other items may be included, as custom determines. 


<n 


The net between income and expenses is the landlord’s 
income, (sample: if $12,000 is the net income, ‘this capital- 
ized at 6 per cent is $20,000. If crops are irregular or 
speculative then $1,200 at 10 per cent gives $12,000 for 
land, so it can be varied.) This rate is determined by the 
valuator. 


ene 


based on all the factors relative to the property. The person 

for whom the appraisal is done may differ on a point or 
-™~, More, but once the appraiser has taken his stand 'there he 
> must abide. If he has followed the basic principles outlined 

above and the techniques which his training and knowledge 

have made available to him, he will have no qualms about 
so standing firm. 
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A valuation must be the valuator’s personal opinion 


Your Advertising 
Check List For Value 


The Biggest Newspaper Audience In 
Canada 


The Best Possible Return For Money 
Invested 


Modern Advertising Techniques 


Persorial Services Of Skilled Ad 
Writers 


Realtors get all these and more from 
the Toronto Daily Star. Phone now for a 
Star representative to suggest methods 
of increasing your sales. 


TORONTO DAILY STAR : 


First in Advertising, Circulation and Results 


EDMONTON'S 
Finest planned and Best located 
INDUSTRIAL SUBDIVISION IS 
CORONET 


Located in EDMONTON'S South East Indus- 
trial area, it is daily attracting Canadian 
and American INDUSTRIALISTS and MANU- 
FACTURERS with its abundance of Natural 
Gas and all other City Utilities and Services 
available NOW. 


SERVED BY C.P.R. and C.N.R. 


Readily accessible to all City Truck Routes 
and Highways. 


Lots from 20,000 sq. ft. to Acreage any size. 
ACT NOW—CONTACT 
A. D. MORRIS 


Real Estate Counsellor 
Commercial and Industrial properties. 


WEBER BROS. AGENCIES LTD. 
Edmonton, Alta. 
P.O. Box 37 Phone 47341 


“Courtesy to Board Realtors” 








CO-OP SECTION 


Monthly Gross Sales 


Up — Year-to-Date 


Sales at New High 


This month’s gross co-op sales show a _ reassuring 
swing up, apparently breaking the summer slump. The 
figures are almost at those for May, and no doubt will 
continue rising once we're into the fall. 


Total sales to date are almost jumping off the graph, 
and all signs point to a year-end total of over $250 mil- 
lions—a figure to be proud of. 


The interest shown by realtors in this monthly feature 
is a source of gratification to the editors. You may be 
assured it will be continued, and of course will become 


Make a Note NOW... 


Ontario Association of 
Real Estate Boards 


35th Annual Conference 


Chateau Laurier, Ottawa 


Reserve these dates: 


March 10, 11 and 12 


Conference Chairman: Roy Wymark 


Phil Seagrove, better known 
as "Mr. Co-op", with the 
monthly statistical summary 
of co-op operations across 
the country. 











even more interesting next year when we are able to 
show comaprative statistics. 


There are few changes in the achievement rank of 
member boards as at the end of August. In the top 20 
there is one change—Saskatoon moved from 17th to 15th 
place, after enjoying a marked increase in sales during 
August over July. and hence bringing their year-to-date 
sales total up appreciably. 


Cornwall has jumped from 34th to 24th place, but since 
figures for July are still missing, this change lacks rela- 
tive significance. It should be pointed out to member 
boards that on the occasions they miss sending in their 
figures for any one month, they should include those when 
they send in the next month's figures. In that way only 
can omissions be rectified and the whole set of figures 
brought into proper relation. 


Co-op Sales Volume Graph 
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Total Sales This Year 
Total Sales This Month 
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EXECUTIVE COMMITTEE 
Dick Whitney, President, Kitchener 
F. N. McFarlane, Vice-President, Ottawa 


Regional Directors: Wilf Webb, London; Phil 
Seagrove, Hamilton; W. J. Nix, Toronto; 
Bernie Kelly, North Bay; P. H. McKeown, 
Ottawa. 


Secretary-Treasurer: H. W. Follows. 


Oshawa, Whitby 

W. H. Shortill, a past president of 
the C.A.R.E.B. and president of the 
Toronto chapter of the Society of 
Appraisers, was guest 
speaker at the first fall meeting of 
the Oshawa-Whitby Board on Sep- 
tember 12. 


Residential 


Mr. Shortill noted that, at 68 per 
cent, individual Canadian ownership 
of homes is at a higher rate than 
that of the U.S. He discussed the 
value of experience in the real estate 
profession, and reiterated the pur- 
pose of the realtor: he is the 
salesmen of service, and act as medi- 
ator between vendor and purchaser. 


Toronto 

The apparent shortage of mortgage 
funds the building industry is not 
caused by any reluctance of the tra- 
ditional mortgage lenders, but by a 
fantastic growth in demand, said Har- 
!d G. Peppiatt, regional manager of 
the Ontario loan office of the Pru- 
dential Insurance Co. of America, ad- 


FORLIGN FUNDS 
AVAILABLE 


Substantial capital for invest- 
ment, real estate purchases or 
lease-back transactions. Com- 
plete co-operation with agents 
anywhere in Canada. 
Write today. 


SHORTILL & Topakins Lap. 


REALTORS 
2781 Yonge St. 347 Bay St. 
MA, 1111 EM, 3-2023 
TORONTO, ONT. 
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Left to right, Grant Phinney, Hamilton, Jack Stevenson, Winnipeg, C.A.R.E.B. president-elect, 
and Phil Seagrove, Hamilton, photographed on the occasion of Mr. Stevenson's visit to the 
Hamilton Board on September 18. 


dressing the industrial, commercial 
and investment committee of the 
Toronto Board in September. 


“I feel that morthgage industry de- 
serves more commendation for what 
it has done than the condemnation it 
has been receiving in the press and 
by some special interests”, he contin- 
ued. “This year will see more com- 
pletions of construction of all kinds 
than any previous vear in our his- 
tory. It is true, of course, that in 
certain areas of Canada actual hous- 
ing starts are reduced for many rea- 
sons of which a present shortage of 
mortgage money is only one—but it 
receives the most publicity.” 


Hamilton 

Glen Chambers and Jack Steadman 
have been appointed captain and 
second in command in charge of fund- 
raising among realtors for the United 
Appeal. The Hamilton Board an- 
nually sets up a team to call on all 
realtors on behalf of the Appeal, 
and last year led all teams in the 
Men’s Division with collections 140 
per cent over their quota. The 
Board’s September 18 meeting kicked 
off the drive in fine fashion, with 35 
canvassers subscribing over $1,000. 


Ottawa 
Members of the Ottawa Board are 
taking an active part in Ottawa’s 


United Appeal fund drive, and mem- 
bers of the Board's special committee 
for the project are Bert Katz, F. N. 
McFarlane and Hubert McEown. 


Toronto 

The first fall meet of the Toronto 
Board was held September 13, when 
guest speaker was F. G. Gardiner, 
Q.C., chairman of the Metropolitan 
Council. His topic was “Traffic - 
Transit - Transportation”, and he 
lifted the veil from some of the pro- 
jects which are contemplated for the 
improvement of Toronto's traffic pro- 
blems in the future. 


Toronto Board President Cliff 
Rogers recently noted that expansion 
of the Board's activities has proceeded 
at a rate far faster than could have 
been predicted a few years ago. All 
of the space available at T.R.E.B. 
headquarters is now in use, and lar- 
ger printing equipment has been in- 
stalled. 


He also observed that with the edu- 
cational course in fundamentals of 
real estate selling now available to 
salesmen free of charge, the active 
members of the Board are warranted 
in making it compulsory for new 
salespeople to take the course. 


Windsor 
Executives of the Ontario Associa- 
tion of Real Estate Boards joined 
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with members of the Windsor Board 
on September 12 to mark the success- 
ful opening of the season's meetings. 
Almost 70 people were in attendance, 
when the main guest speaker was 
Harold A. Tanton, Registrar for the 
Real Estate and Business Brokers’ 
Act. 


After opening remarks by President 
Alex Hoffman, Mel O'Reilly, public 
relations officer for the City of Wind- 
sor, welcomed out-of-town guests and 
commended the Windsor Board for 
their work. Wilf Webb, regional di- 
rector of O.A.R.E.B., brought the 
members up to date on recent hap- 
penings at the provincial level. 


Mr. Tanton spoke on ethical rela- 
tions between broker, salesman and 
the public. 


Final speaker of the evening was 
Dick Whitney, president of the O.A.- 
R.E.B., who congratulated the Wind- 
sor Board on their achievements, 
particularly in the field of co-op. The 
Board’s co-op sales in the first six 
months of this year totaled more 
than those for all of last year. 


After a question and answer per- 
iod directed at all the speakers, they 
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were thanked on behalf of the Beard 
by Jack Clarke, I. W. Thrasher, Paul 
Robarts and U. G. Reaume. 


Hamilton 

The Appraisal Institute of Canada 
will hold its annual convention in 
Hamilton February 11 to 13. Among 
the subjects to be discussed are court 
testimony, commercial properties and 
subdivision land. Walter R. Kuehnle, 
M.A.I., of Chicago, will be one of the 
speakers. 


North Peel, Dufferin & Halton 
The general monthly meeting of 

the North Peel, Dufferin and Halton 

Real Estate Board was held Sept. 
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25, with 35 members and guests 
present. After dinner’ President 


Harold S. Hare introduced the head 
table, and Harold A. Clark of Port 
Credit introduced the guest speaker 


of the occasion—George Ridout of 
Toronto. Mr. Ridout discussed 


“Trends in Real Estate’”’. 

It will be recalled that this Board 
was formed only last February, and 
one could not help but notice at this 
meeting the fellowship and integra- 


tion of interests which has become 
characteristic of the group. Many 
comments of the members indicate 


their belief that already the activity 
of the Board have raised the real 
estate profession in the eyes of ‘the 
general public. This Board's mem- 
bers come from Brampton, George- 
town, Orangeville, Cooksville and 
nearby communities, and one of the 
services to members is co-operative 
listings. 


Ottawa 
Over 20 probationary salespeople 
joining the Ottawa Board wrote the 


August exams at Carleton College. 

Among them are Peter Wildsmith, 

Mrs. Joy Van Tyl, Evelyn Potvin, 
. 4 e 

. 

i Dick Whitney, Kitchen- 

> ; er, O.A.R.E.B. President, 

5 ; Alex Hoffman, Windsor 

= , Board President, Harold 

; : A. Tanton, Registrar for 

j | the Real Estate and 

pt Business Brokers’ Act, 

a + and Wilf Webb, Wind- 


sor, regional director of 
O.A.R.E.B., at Windsor 
Board's fall kick-off 
meeting on September 
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Jack Gordon, Mrs. C. H. Findlay, 
James A. Crawford, Harold Shoihet, 
Harry Froman, Mrs. Jessie Foss- 
mark, Larry Morris, Hector Lacha- 
pelle, Bill Cane, E. Hehaitre, P. H. 
Seantland, Robert Tennent, Mrs. 
Ruby Potvin, and Mrs. A. Genier. 


Ottawa Board’s co-op sales are 
reaching new highs this year. At the 
end of eight months their total sales 
have passed the whole 1955 mark 
million will be reached without diffi- 
dent that the year’s objective of $15 
million will be reached without diffi- 
culty. 


TV advertising is the latest ad- 
vertising medium being tried by the 


Ottawa Board's advertising com- 
mittee. An unusual insignia is used 
to identify co-op in the minds of the 
public—Co-Opy the Kangaroo, 
familiar to newspaper 
TV viewers in the Ottawa area. 
Commented one viewer who had 
often heard of photo co-op but had 
never understood it: ‘I thought co-op 
listings were just to help brokers, but 
now I know it’s mainly a service for 
the public.” 
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Fenwick C. Ritcey 


The sudden death of Fen Ritcey, 
well-known and liked Hamilton 
realtor, occurred in Halifax on the 
Sunday evening preceding the for- 
mal start of the C.A.R.E.B. Con- 
ference. 


It is difficult to express the 
shock and sadness felt by his 
fellow-Hamiltonians and all the 
members of the Conference. A 
silence of one minute was held at 
the opening session on Monday 
morning, in Fen’s memory. Cer- 
tainly everyone present, and real- 
tors across Canada, join with the 
editors in expressing to Fen’s 
family, business associates and 
friends their sincere sympathy. 


Only a few weeks previously he 
had joined with Frank Long and 
W. M. Burr, Hamilton realtors, in 
the formation of a new firm— 
Abco Realty Ltd. On Labor Day 
the new associates held open 
house for members of the Hamil- 
ton Board and their families—60 
people in all—to celebrate the for- 
mation of their new company. 


Fen was always active in 
Hamilton Board activities, and 
served as a director. He was a 


loyal attender at all conventions, 
and will be sorely missed by all 
who knew him. 
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Saskatoon Co-Op 

Statistical report on 1956 listings 
sold shows a total of one and a quar- 
ter million. Seventeen firms in Sas- 
katoon, with a total sales staff of 70 
people, are determined to make their 
co-op succeed; the fruits of their 
labor are now being seen. 


Board chairman Jack Bailey, and 
directors Gordon Racine, Bob Klom- 
bies, Harry Link, Doug Woodley, 
Ob MecClocklin and secretary Fred 
Weich have launched a program of 
regular month breakfast meetings, 
for discussion of co-op and _ sales 
problems. Their theory is, doubtless, 
that the early bird catches the worm. 

the last breakfast meeting 

in the sales contest and in 

rs sold contest were an- 

Pernice Norman, winner in 

ilies, Was presented with a prize of 

an electric alarm clock. Honorable 

mention was made of runners-up: 

‘enco Martian, Bill Rusell, Mike 

and Harry Link. Winners of 

cs sold contest was Harry Link, 

‘eceived a similar prize. Run- 

ners-up were Jim Bruce, Paul Turn- 

er, Slim sai and Clarence 
Woolsey. 

The Saskatoon directors have an- 
nounced a contest for the next two 
months, when the salesman having 
the highest dollar volume of his list- 
ings sold, and the salesman with the 
highest dollar volume in total sales, 
will receive awards. Saskatoon real- 
tors can certainly say that co-opera- 


Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 


517 Hamilton St., Vancouver, B.C. 


tion and competition go hand in 
hand. 


Saskatchewan Board Meeting 

A provincial board meeting chair- 
ed by provincial president Hary Link 
has laid the foundations for a major 
membership drive, as a preliminary 
to a province-wide co-op. Since the 
June convention, membership _ in 
S.R.E.A. has increased over 46 per 
cont. 


EXECUTIVE COMMITTEE 


President—H. D. Link, Saskatoon. 
Ist Vice-President—Ed Bennett, Regina. 


2nd Vice-President—W. D. Taylor, 
North Battleford. 


Directors: C. G. Langrill, Yorkton; W. J. 
Johnston, Swift Current; Mrs. Fern Pave- 
lick, Prince Albert; G. Medhurst, Wilkie; 
Mrs. Helen McDonald, Regina; R. P. 
Klombies, Saskatoon; Ed Hudson, Moose 
Jaw. 


Secy.-Treas.—L. Wickett, Saskatoon. 


Publicity Chairman—Mrs. Bernice Norman, 
Saskatoon. 


Mrs. Helen McDonald, Regina, was 
appointed acting vice-president, in 
place of Ed Bennett who has left 
the province. 


C. G. Langrill, Yorkton, will head 
the Association's arbitration commit- 
tee while Stan Clear and Clarence 
Mahon, Regina, will co-chair the 
legislation committee. Gordon Mc- 
Callum, Saskatoon, has been assign- 
ed to review and recommend changes 
in the constitution. 
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A group of Vancouver realtors during their 


recent seminar on "The Fundamentals of Real 


Estate’. In front of the lectern is Charles Brown, director of the seminar. On his right is Arthur 
Jacobson, Vancouver Board president. 


Vancouver 

The education and library commit- 
tee of the Vancouver Real Estate 
Board recently sponsored its annual 
seminar in “The Fundamentals of 
Real Estate”. 

The three-day seminar, held at 
the University of British Columbia, 
marked the third year the course has 
been available for real estate sales- 
men, 


Subjects discussed at this year’s 
seminar included professional stan- 
dards in real estate, legal aspects 
and problems, fundamentals of ap- 
praisal, listings, residential sales, list- 


ings of commercial and _ industrial 
real estate, and selling and financing 
real estate. 


Course Director Charlie Brown is 
extremely enthusiastic about the 
possibilities of the present program 
and more advanced ones which are 
planned for the future. 


Main purpose of the course is to 
aid salesmen in listing, valuating, and 
selling residential estate. The board 
feels that with the steady expansion 
of new salesmen in the field, the 
training facilities of individual firms 
have not been extensive enough to 


(Continued on page 26) 
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Aubrey M. Edwards 


Mr. Edwards has been in the real 
estate business since 1934, when he 
commenced a three-year articling to 
Tudor Williams & Co., chartered 
auctioneers and estate agents in Car- 
diff, South Wales. He was employed 
as an improver with the same firm 
until the outbreak of the Second 
World War. 


From 1939 to 1947 Mr. Edwards 
served with the Welsh Regiment, 
being posted to India, Burma and 
China from 1941 to 1947. He was dis- 
charged with the rank of Major. 


A move to Canada came in 1947, 
and the following year Mr. Edwards 
entered ‘the real estate business in 
Calgary. He formed a partnership 
with Ralph P. Ford in 1950, and since 
then has been a most active member 
of the Alberta Real Estate Associa- 
tion and the Calgary Board. He is a 
former director of the Calgary 
Board's co-op, was president of the 
Board in 1955 and is president of the 
Alberta Association this year. In ad- 
dition, he is a member of the educa- 
tional committee of the Alberta 
Association, and has served a term as 
regional vice-president of C.A.R.E.B. 


Cricket is an important hobby; Mr. 
Edwards played for Canada against 
the M.C.C. English team which tour- 
ed Canada in 1951. He is on the 
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training staff of Militia Group H.Q., 
Calgary, as GII, and is a member of 
the United Services Institute in Cal- 
gary. 


Calgary 
W. Frank Johns, executive sec- 
retary of the Calgary Real Estate 


Board, delivered an address at the 
final banquet of the 1956 convention 


of the State of Washington Associa- 
tion of Realtors held late in Sep- 
tember. 


Mr. Johns also conducted a panel 
on multiple listings. The panel in- 
cluded Alan G. Creer, executive sec- 
retary of the Vancouver Board. 


The convention was attended by 
more than 400 realtors representing 
the 25 Boards in the State. In addi- 
tion, there were guest. realtors 
present from Vancouver, Victoria and 
other B.C. cities. 


Prominent speakers included Gov- 
ernor A. B. Langlie of the State of 
Washington, J. C. Downs, Jr., presi- 
dent of the Real Estate Research 
Corporation, Chicago, Frank Mc- 
Bride, past president of the Califor- 
nia Real Estate Association, and 
Donald F. Moore, Chicago, president 
of the Brokers’ Institute of N.A.R.- 
E.B. 


President Clarence Turley of N.A.- 
R.E.B. from St. Louis, Missouri, was 
also present. He reported on the 
recent World Conference of Realtors 
held in Vienna. 


Lethbridge 

On September 17 a special banquet 
meeting of the Lethbridge Board was 
held to celebrate the inauguration of 
co-op in that city. 


The meeting was attended by real- 
tors, salesmen and their wives, and 
among the guests was President A. 
M. Edwards of A.R.E.A. He gave a 
resume of Association activities 
throughout the province during 
1956, and as regional vice-president 
or Alberta discussed many matters 
of national interest. 


W. Frank Johns, executive sec- 
retary of the Calgary Board, address- 


EXECUTIVE COMMITTEE 


Aubrey M. Edwards, President, Calgary ; 
J.N. Winterburn, vice-president, Edmonton 

Directors: E. Jackson, Calgary; E. Sanders, 

Calgary; H. Milstad, Edmonton; R. Grierson, 

Edmonton; J. Rushfeldt, Delburne; L. Coward, 
Lethbridge; E. A. Wiseman, Red Deer. 




























ed the meeting on “The Co-operative 
Listing Bureau and its Functions”, 
and indicated the many changes that 


would take place in Lethbridge as a 
result of the formation of co-op. 
Calgary 

The Calgary Real Estate Board 
held their second annual golf tour- 
nament August 31 at the Earl Grey 


club. Approximately 50 realtors took 
part, and J. I. England captured the 
Past Presidents’ Trophy with a low 
gross of 86. Red Lockert of Heath 

Realty had a low net of 73. Al oes Ok 
of V.M.H. Realty won the low hidden 


hole, and Roy Estabrook of Lyle 
3rothers had the high hidden hole 
score. 


Following the game, participants 
and spectators adjourned to the club 
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house for refreshments and banquet 
under the chairmanship of President 
Jack Rich. 
Calgary 

The Calgary Real Estate Board 
played host to Mr. and Mrs. R. A. 
Patterson of Westmount, Quebec, on 
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September 7. Mr. Patterson is im- 
mediate past president of C.A.R.E.B. 


Mr. Patterson addressed a lunch- 
eon meeting of the Calgary Board, 
when 100 members were present. 
He expressed confidence that the 
real estate future in Canada is 
bright, and declared that organized 
real estate was progressing in a most 
satisfactory way. 


He was introduced to the meeting 
by Kennett I Lyle, a past president 
of C.A.R.E.B., and thanked by J. 
Arnold Burn, former regional vice- 
president for Alberta. 


The traditional Calgary trademark 
—a white Stetson—was presented 
to Mr. Patterson by Jack T. Rich, 
president of the Calgary Board, and 
the recipient agreed to wear it with 
pride during the balance of his west- 
ern tour. He visited Regina, Saska- 
toon, Victoria, New Westminster, 
Vancouver, Winnipeg and Edmonton 
in addition to Calgary. 


Mr. Patterson granted press con- 
ferences in each centre he visited. 
In Winnipeg he observed that one 
possible hindrance to the continued 
growth of the real estate industry in 
coming years might show up in the 
growth of speculation in raw land. 
This, he said, might retard develop- 
ment in some areas if the land be- 
came overpriced. He also emphasized 
the need of the real estate profession 
to attract well-educated people, if 
the industry as a whole was to pre- 
pare itelf for the enormously expand- 
ing future. 


In Edmonton Mr. Patterson noted 
that the current shortage of invest- 
ment funds might have some effect 
on residential building in the last 
half of this year. However, he was 
of the opinion that there are no 
basic factors in our economy which 
can stop our present boom, and that 
when the need for the tight money 
policy now in force is lessened, an up- 
swing in construction will be felt. 
Mr. Patterson observed that though 
demand for housing will continue in 
future years, the great urgency of 
demand has lessened, and that the 
enormous post-war pressure for resi- 
dential building has been allayed. 

At his Regina press conference, 
Mr. Patterson stated that fears of 
excessive American investment in 
Canadian real estate are unwarran- 
ted. He stated that the total of this 
investment is not at present large, 
and in fact without it many real estate 
transactions would not have been pos- 
sible, since in many cases Canadian 
backing is not available. 


Coast to Coast 
(Continued from page 24) 
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familiarize the new sellers with all 
aspects of real estate. 


It is felt that the special course 
provides salesmen with a consider- 
able amount of information they 
could not otherwise receive. 


In the meantime, the board’s busy 
education committee, consisting of 
Charlie Brown, Walter Kerr, Lind- 
say Cleland, Jim Owens, George 
Treit, Don Ross, Denys Back and 
Stan Olson, are directing their at- 
tention to the preparation of a more 
advanced course for all realtors. 


A number of universities in the 
United States already have realtors’ 
courses that run for three years. 
When the realtor graduates he has 
obtained an overall knowledge of the 
business, ranging from office manage- 
ment to direct selling. 


The Vancouver committee is also 
working on the building up of a 
library to be established at Board 
headquarters. This collection of real 
estate books and manuals will be at 
the disposal of all realtors for their 
guidance and education. 


A young matron stalled her car at 
a trathe light one day. She stamped 
on the starter, tried again, and chok- 
ed her engine. Behind her an im- 
patient motorist honked his horn 
steadily. Finally she got out and 
walked back to his car. 


“I’m awfully sorry, but I don’t 
seem to be able to start my car,” she 
told the driver pleasantly, “If you'll 
go up there and start it for me, I'll 
stay here and lean on the horn.” 
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REAL ESTATE 


DIRE 


GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 


Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 


FOR REAL ESTATE 
SALES 


e BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 
CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W. 


EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
301 Northern Hardware Bldg. 
NIAGARA FALLS, ONT. 
David D. McMillan, 
1916 Main Street. 
e OTTAWA, ONT. 
Brownlee & McKeown, 
63 Sparks St.—Central 2-4203. 
e OTTAWA, ONT. 
A. H. Fitzsimmons and Son, 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 
e PETERBOROUGH, ONT. 


Irwin Sargent and Lowes, 
441 Water Street. 


WINDSOR, ONT. 
Alex. E. Hoffman, 
930 London St. West. 


e CALGARY, ALTA. 


L. T. Melton Real Estate, 
614 - 8th Ave. W., 
Mobil Oil Bldg.—Phone 62251 


e CALGARY, ALTA. 

Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 
e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 
MONTREAL, QUE. 
Realty Sales Company, 


1499 Bishop St.—AVenue 8-8533. 


FOR INDUSTRIAL 


() SITES AND PROPERTIES 


e EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 


Or 


e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


e REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 


TORONTO, ONT. 
Barry E. Perlman & Co. Ltd., 
972-4 Eglinton Ave. West. 


e WINDSOR, ONT. 


Alex E. Hoffman, 
930 London St. West. 


e EDMONTON, ALTA. 

Weber Bros. Agencies Ltd. 

10013 - 101A Ave. 

MONTREAL, QUE. 

Realty Sales Company, 

1499 Bishop St.—AVenue 8-8533. 


FOR FARMS 
AND RANCHES 
e KAMLOOPS, B.C. 


George C. Hay Ltd., 
418 Victoria St. 


FOR IDEAL 
STORE LOCATIONS 


e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


e CALGARY, ALTA. 
Ivan C. Robison, B.A., LL.B., 


613 Lancaster Bldg. Phone 634735. 


e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013-101A Avenue.. 


e TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 


e CALGARY, ALTA. 
Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 


e MONTREAL, QUE. 
Realty Sales Company, 


1499 Bishop St.—AVenue 8-8533. 


FOR SUMMER 
PROPERTIES 
e MUSKOKA, ONT. 


Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 











HALIFAX, N.S. 

Roy Limited, 

Roy Building. 

VANCOUVER, B.C. 

Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
WINDSOR, ONT. 

U. G. Reaume Ltd., 

176 London St. W., 

802 Canada Trust Bldg. 


WESTERN CANADIAN 
APPRAISALS 
Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. 
and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 


Edmonton 10154 - 103 St. 
Phone 47221 


Rates for Advertising 
In the Real Estate 


Directory: 
Per 
Issue 
2 lines — 12 issues $3.00 
2 lines — 6 issues $3.50 
2 lines — less than 6 issues $4.00 


Additional lines, 50 cents per issue 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


Edmonton Land Co. Ltd. 
Farm lands, city properties, industrial sites 


1 MacDougall Court, 
10062 - 100th Street 


Edmonton, Alberta 
Manager - J. W. Sherwin Phone 22655 


R. A. DAVIS & CO. 
REAL ESTATE APPRAISERS 
AND CONSULTANTS 


R. A. Davis, M.A.L, A.U.A., S.R.A. 


357 Bay St. 13 George St. 
Toronto, Ont. Brantford, Ont. 
EMpire 8-9484 2-1513 





Hanks & Irwin 


ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 





Rates for Professional Listings 


For six insertions 


For tweive insertions 
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Brokers 


YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 6,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


© Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
One page eipacanias a $140.00 $125.00 $110.00 
Two-thirds page ................-.0.:.0.0. 118.00 104.00 99.00 
a tks 84.00 74.00 64.00 
One-third page pxke ane 64.00 57.00 54.00 
One-quarter page . (ecbnanmnation 59.00 52.00 47.00 
is har ats desestesios 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 
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